
It’s a win/win for
women everywhere!

When you achieve the I Love

Lipstick Sales Challenge, your

customers get the new looks they 

want, and you can work wonders for your business. That’s

because achieving the challenge helps you increase sales and

build customers for life. Just sell Triple 13* or more. That’s 

as easy as 13 MK Signature™ Creme Lipsticks or Lip Glosses

each month this quarter for a total of 39! And to help you 

succeed, the following pages are packed with tips, tools and

tantalizing ways to give your customers a new reason to say,

“I Love Lipstick” – and you a new reason to smile.

When you achieve the I Love Lipstick Sales
Challenge from June 16 to Sept. 15, you 
can earn these great prizes:

• Sell Triple 13* or more MK Signature™ 
Creme Lipsticks or Lip Glosses, and 
you’ll receive an I Love Lipstick charm. 
(First-time achievers will receive the charm 
and charm pin.)

• The top Independent Beauty Consultant and
Independent Sales Director nationwide will receive 
a beautiful red leather lip-shaped jewelry box.

• Independent Sales Directors with 13 unit members 
who achieve the sales challenge will receive a special 

I Love Lipstick party pack to celebrate their unit’s success. The 
top 100 Independent Sales Directors** also will receive a $100 check. 
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“This
sales challenge
isn’t just for me. 

It has team recognition, 
as you’ll see!

If 13 or more reach Triple 13,

Our unit wins a big party scene.

I love lipstick. I love lipstick.”

– “I Love Lipstick” theme song, 
on the Summer 2005 Pink Link DVD

Ask your Sales Director how
your unit could win a 
special recognition

party!

Take thechallenge
and discover the power of color!

* Recognition will be based on wholesale Section 1 MK Signature™ Creme Lipstick or Lip Gloss sales from
June 16 – Sept. 15, plus early order offers of new products through Sept. 15.
BizBuilders quantities received as part of the third monthly bonus (May 16 –  June 15) also count toward
qualification.

**The top 100 Independent Sales Directors will be determined by the highest percentage of unit members 
achieving the challenge. Ties will be broken based on total unit wholesale production.

Babies and Children 
Seminar is planned for adults and
does not provide the most comfort-
able atmosphere for babies and
children. Child care is not avail-
able on-site, so if you must bring
your child with you, please make
arrangements to leave him or her
at your hotel with a caregiver. 

See You in 2006!
Unable to attend Seminar this year? Now is the perfect time to start 
planning for Seminar 2006. Get motivated:
• First, make a plan. Identify the reasons why you were unable to attend

Seminar this year and decide what you’ll do to change those situations
in the coming months. 

• Next, find a coach. Ask an experienced team member or unit member
to work with you to develop strategies and stay motivated. Share your
plan with her so she can help you stay on track.

• Make a goal poster and hang it where it can serve as a continual
reminder of all you can achieve. Do something every day that moves
you a step closer to your Seminar 2006 goal! Applause   July 2005 17

Sales Director and Consultant
Queens’ Courts of Personal Sales 
Court members must have a total of

$36,000 or more in personal estimated

retail production* received during the con-

test period (July 1, 2004, through June 30,

2005). Ranking of the top 20, including the

Queen and runners-up in each court, will be

determined by personal estimated retail pro-

duction. Although the suggested retail value

of the orders placed in a calendar month

may be higher, up to $13,000 in personal

estimated retail production* per month will

count toward your total contest credit. Ties

will be broken by the amount of wholesale

Section 1 orders placed during the Seminar

contest period. 

Queen’s Court of Recruiting
Court members in the Queen’s Court of Recruiting must

achieve 24 or more qualified new team members during the

contest period (July 1, 2004, through June 30, 2005). For a

new personal team member to be qualified, her Independent

Beauty Consultant Agreement and minimum of $600 in

wholesale Section 1 orders must be received and accepted by

the Company during the Seminar contest period. A maximum

of 13 new personal team members may count toward the 24

required in any calendar month. A new team member who

becomes qualified will count toward the monthly maximum 

of 13 in the month her signed Independent Beauty Consultant

Agreement is received and accepted by the Company, not the

month she becomes qualified. If more than 13 new team

members’ Agreements are processed in a calendar month

during the contest period, the 13 with the highest commis-

sions earned by the recruiter will count toward the maximum.

Ranking of the top 20, including the Queen and runners-up,

will be determined by personal team commissions earned on

the 24 or more qualified new personal team members. Please

note that a qualified new team member who returns product

to the Company for repurchase during the contest period,

resulting in net wholesale Section 1 production below $600 

at the end of the contest period, will not count toward the

Queen’s Court of Recruiting.

Don’t Forget Your I.D. 
To pick up your information packet,
you will need to show a photo
identification, such as a driver’s
license or your Independent
Beauty Consultant identification
card. And please remember, 
you may pick up only your 
own information packet and/or
your spouse’s.

Seminar Details Online
You can find more Seminar 2005 details
on the Mary Kay InTouch® Web site. 
Just click on the “Seminar 2005” or
“Challenges and Contests” links.

Important Rules to Remember
If you’re on-target for a Seminar
court, be sure to keep these 
rules in mind as you work
toward your goal.

Yours!

*Estimated retail production equals estimated retail sales
calculated based on wholesale purchase of Section 1
product, the retail value of Section 1 product bonuses plus
Preferred Customer Program gifts purchased at cost.




